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The retail and consumer sector experienced a strong year 
driven by the largest number of mega deals seen in the 
sector for several years 

Welcome to PwC’s Deals Practice US retail and consumer 
(R&C) deals insights 2014 year in review and 2015 outlook. 
Both deal volume and deal value in the R&C sector were up 
from 2013. Accordingly, average disclosed deal size 
increased 40% from 2013 to $1.1 billion. The R&C sector 
comprised approximately 19% of total US deal volume 
during the year. Deals in the food and beverage sector and 
agribusiness sector continue to drive activity in the R&C 
sector. In addition, both inbound and outbound deal 
activity into Europe and Asia-Pacific and expansion into e-
commerce remains prominent.  

Consumer sentiment continued its upward trend in 2014 
due to more favorable prospects for the domestic economy.  
Core retail trade sales have improved as wages are 
increasing, unemployment is improving, and fuel prices are 
lower. Although retailers that cater to consumers in the 
lower- and middle-income categories may benefit 
disproportionately from the decline in fuel prices because 
their customers spend a higher portion of their 
discretionary income on gasoline, organic growth may 
remain a challenge for many businesses. While the impact 
will vary across different retail demographics and channels, 
we anticipate that companies will continue to engage in 
deals to drive growth and reposition their businesses.  

We continue to see the impact of megatrends – accelerating 
urbanization, demographic shifts, climate change and 
resource scarcity, shifts in economic power, and 
technological breakthroughs – in current market 
conditions. R&C companies will need to understand the 
implications of these megatrends on their business, and the 
potential for using M&A to more quickly capitalize on 
market opportunities. 

For example, the sector has seen a large number of cross 
border deals in 2014, with the volume of these investments 
up 19% and deal value up 122% from the amount seen in 
the prior year. The cross border activity is being 
demonstrated in both outbound and inbound deal activity. 

We expect this trend to continue as R&C companies look to 
expand into faster-growing international markets and 
international companies look to acquire US leading brands 
to bolster their global product offerings and access a key 
consumer market. 

Year in review 

 Total transaction value surpassed the $100 
billion mark for the second year in a row, setting 
a new five-year high. Deal value for announced deals 
> $50 million was $194.5 billion, up 57% from the $123.7 
billion in 2013. This five-year high was due largely to the 
extremely active Q3-2014, which included the year’s 
largest transaction: the Reynolds American / Lorillard 
deal for $27.4 billion and related transactions associated 
with Imperial Tobacco and British American Tobacco. In 
addition, there were several other significant multi-
billion transactions in Q3-2014, including Walgreens / 
Alliance Boots and Burger King (3G) / Tim Hortons. 

 Deal volume increased. Deal volume for announced 
deals >$50 million was up 13% in 2014 due to higher deal 
volume during the first half of 2014. 177 deals were 
announced for the year with >$50 million in value. Every 
segment experienced an increase in volume, with the 
exception of the $50o million to $1 billion segment 
declining approximately 41% compared to prior year. 
Deals > $1 billion were up 22%. 

 Private equity activity increased in the retail 
sector, but decreased in the consumer sector. For 
deals >$50 million, private equity comprised 49% of 
retail deal volume and 57% of the retail deal value in 
2014 compared to 32% and 36% in 2013, respectively. 
Private equity retail deal activity was led by the $13.4 
billion acquisition of Tim Hortons, by 3G Capital 
Partners, majority owner of Burger King and BC Partners 
pending acquisition of PetSmart for $8.7 billion. In the 
consumer sector, for deals >$50 million, private equity 
comprised 13% of deal volume and 4% of deal value in 
2014 compared to 30% and 47% in 2013, respectively. 
Private equity consumer deal activity was led by the $750 
million investment in Chobani by TPG Capital. 

 Although the overall IPO market in 2014 raised 
the highest proceeds since 2000 and proved to be 
the most active IPO market since 2007, R&C IPO 
volume and proceeds decreased from 2013. Total 
R&C IPO proceeds reached $4.5 billion, representing a 
57% decrease over 2013. Overall, the year saw 22 IPOs 
compared to 29 in 2013. The slowdown in the R&C IPO 
market was primarily due to the weaker sector 
performance in the second half of the year as compared 
to the record breaking performance in the same period in 
2013. In the overall markets, investors were following 
high growth industries, such as healthcare which 
continues to see the boom in biotech, and seeking out the 
mega-deals as seen in the technology and financial 
services sectors. 

R&C deals > $50M by volume and total value 

 

 

 

 

 

 

 

 

 

 

 

 

 

Source: PwC analysis of Thomson Reuters data 
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Twenty-eight multibillion dollar deals drove the activity 
during the year, anchored by the food and beverage and 
agribusiness sectors 

Key announced transactions 

Despite the limited activity in Q4-2014, full-year 2014 saw 
high levels of announced transactions valued over $1 
billion. Key announced transactions during 2014 included: 

 Reynolds American / Lorillard: Reynolds American 
agreed to acquire Lorillard, a Greensboro, North Carolina 
based producer and wholesaler of cigarettes, for $27.4 
billion.  
- Concurrently, Imperial Tobacco Group of the UK 

agreed to acquire brands and other assets of Reynolds 
American for $7.1 billion, plus the national sales force, 
offices and production facilities owned by Lorillard. 
Additionally, British American Tobacco of the UK 
agreed to acquire an undisclosed minority stake in 
Reynolds American for $4.7 billion.  

 Walgreens / Alliance Boots: Walgreens exercised its 
option to acquire the remaining 55% interest in Alliance 
Boots, a Switzerland based pharmacy led health and 
beauty retailer, from KKR & Co, Stefano Pessina, and 
other undisclosed shareholders for $15.3 billion in cash 
and stock (excluding debt assumption). Upon 
completion, the merged company was renamed 
Walgreens Boots Alliance Inc. 

 Suntory Holdings / Beam: Suntory Holdings Ltd of 
Japan, a majority-owned unit of Kotobuki Realty Co Ltd, 
agreed to acquire Beam Inc, a Deerfield, Illinois based 
producer and wholesaler of liquor and spirits, for $13.9 
billion (total transaction value of $16.0 billion including 
the assumption of net debt). 

 Burger King (3G) / Tim Hortons: Burger King, a 
majority owned unit of 3G Capital Partners Ltd, agreed to 
acquire Tim Hortons, a Canada based owner and 
operator of fast food restaurant chains, for $13.4 billion. 
The shares were valued based on Burger King's closing 
stock price of $32.50 on August 25, 2014, while each Tim 
Hortons share was valued at $100.30.  

 Dollar Tree / Family Dollar Stores: Dollar Tree 
agreed to acquire Family Dollar Stores, a Charlotte, 
North Carolina based owner and operator of discount 
retail stores, for $8.5 billion. 
- Dollar General subsequently raised its unsolicited 

challenging tender offer to acquire Family Dollar 
Stores, from $8.9 billion to $9.1 billion.  

- In January 2015, Family Dollar Store shareholders 
approved the original Dollar Tree offer. 

 

 

 Tyson Foods / Hillshire Brands: Tyson Foods 
agreed to acquire Hillshire Brands, a Chicago, Illinois 
based producer of branded packaged meat and other 
grocery goods, for $7.7 billion. 
- Tyson agreed to acquire Hillshire after Hillshire and 

Pinnacle Foods terminated plans to merge. Tyson’s 
initial offer to buy Hillshire was made two days after 
Pilgrim’s Pride bid to acquire Hillshire. Tyson then 
raised its offer, while Pilgrim’s Pride announced its 
withdrawal from the bidding. 

 BC Partners / Petsmart: PetSmart Inc SPV, a special 
purpose acquisition vehicle formed by BC Partners Ltd of 
the UK, StepStone Group LLC of the US, Caisse de Depot 
& Placement du Quebec of Canada, and Longview Asset 
Management LLC of Canada, agreed to acquire PetSmart, 
a Phoenix, Arizona based owner and operator of specialty 
pet retail store, for $8.7 billion. 

 Cerberus Capital / Safeway: AB Acquisition LLC, a 
special purpose acquisition vehicle created by Cerberus 
Capital Management LP, Kimco Realty Corp, Klaff Realty 
LP, Lubert- Adler Partners Real Estate Funds, and 
Schottenstein Stores Corp, agreed to acquire Safeway, a 
Pleasanton, California based owner and operator of 
grocery stores, for $9.2 billion. 

 Anheuser-Busch Inbev / Oriental Brewery Co: 
Anheuser-Busch Inbev of Belgium agreed to acquire 
Oriental Brewery Co, a Seoul, Korea based producer of 
beer and liquor, from Kohlberg Kravis Roberts & Co LP 
(50%) and Affinity Equity Partners (HK) Ltd (50%), for 
$5.8 billion. 

 DE Master Blenders / Mondelēz International: 
DE Master Blenders 1753 BV (a Benckiser related 
company) agreed to merge its coffee business with the 
coffee business of Mondelēz International, a Deerfield, 
Illinois based producer and wholesaler of packaged food 
products, for an estimated $5.0 billion. Mondelēz 
International will retain a 49% interest in the new 
company. 

 Other mega deals of the year included the acquisition of 
the appliances business of General Electric by Electrolux 
for $3.3 billion, the acquisition of Red Lobster Seafood 
Co by Golden Gate Capital for $2.1 billion, the acquisition 
of DeMoulas Super Markets by Arthur T. Demoulas and 
shareholders for $1.5 billion, and the acquisition of CEC 
Entertainment by Apollo Global Management for $1.3 
billion. 
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Consumer sentiment index 

 

 

 

 

 

 

 

 

 

 

 

Source: Thomson Reuters/University of Michigan surveys of consumers 

Consumer sentiment continued its upward trend in 2014, 
with December being the highest in a decade 

Consumer indicators 

Consumer sentiment continued its upward trend in 2014 
due to more favorable prospects for the domestic economy, 
including gains in employment and incomes, as well as 
declines in gas prices. Consumers ended the year positively 
as the Thomson Reuters/University of Michigan Consumer 
Sentiment Index (the “Consumer Sentiment Index”) for 
December reached 93.6, the highest in a decade, compared 
to 81.2 at the beginning of 2014. The three month moving 
average Consumer Sentiment Index reached 89.8 in 
December 2014, up 17% from 76.9 in December 2013 and 
up 3% during the fourth quarter 2014, on a sequential 
basis.  

Quarterly core retail sales (which excludes auto, gasoline, 
and building material sales) increased 1.4% from Q3-2014 
and 3.2% compared to prior year. The growth from Q3- 
2014 was primarily due to a 3.9% increase in sporting 
goods, hobby, book and music stores, a 3.2% increase in 
food services & drinking places, a 2.9% increase in 
furniture and home furnishing stores, and a 2.7% increase 
in non-store retailers. The year-over-year increase was 
driven primarily by electronic & appliances stores (up 
7.8%), non-store retailers (up 6.4%), food services and 
drinking places (up 4.9%), and health & personal care 
stores (up 4.6%). The increase in non-store retailers is 
evidence that companies continue to expand their 
omnichannel strategies and the increase in electronic & 
appliance store sales is likely attributable to the lower 
interest rate environment which made financing of bigger 
ticket items more attractive to consumers.  

Following optimistic expectations, the December 2014 U.S. 
retail sales figures were disappointing with a decline of 
0.1% vs. the previous month and an increase of 3.2% from 
December 2013, the slowest December year-over-year 
growth rate since 2008 when the economy was in the midst 
of recession. While disappointing, the drop followed large-
enough gains at the start of the quarter that signaled 
consumer spending accelerated from the previous quarter 
as the job market strengthened and gasoline prices 
plunged.  

Despite the December decline in retail activity, most signs 
indicate that the data point was just a blip in an otherwise 
positive economic environment. It has taken nearly seven 
years, but consumer confidence has finally returned to pre-
recession levels.  

On an annual basis, core retail sales increased 2.7% in 2014 
from 2013.  In addition, the unemployment rate declined 
from 6.7% in 2013 to 5.6% in 2014. Long-term 
unemployment (unemployment lasting over 27 weeks) is at 
2.8 million people (December 2014), down from 4.7 million 
at the beginning of 2013.  However, despite impressive job 
gains and a rapidly declining unemployment rate, labor 
market slack is holding down wage growth. 

Over the past month, crude oil prices have dropped sharply 
which have directly reduced the price of gasoline.  The 
average price for gasoline was $ 2.208 per gallon in 
January 2015 which was 36% lower than the average price 
for 2014.  We believe lower gasoline prices, if sustained in 
2015, will have a beneficial impact on US consumer 
sentiment and overall consumer spend.  Additionally, the 
strengthening US dollar should increase buying power for 
US companies pursuing international expansion in 2015.  
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Cross border activity increased and we expect outbound 
activity to continue as a key growth strategy for retail 
and consumer companies 

Cross border deal activity 

For disclosed deals over $50 million, cross border deal 
activity was higher than prior year levels, representing 52% 
of R&C deal volume and 54% of R&C deal value in 2014. 
Outbound and inbound deal activity both comprised 50% 
of cross border deal volume, but inbound comprised 59% of 
cross border deal value. 

The inbound activity was led by Europe and Asia Pacific 
investors. Significant inbound transactions included:  

 Suntory Holdings / Beam: Suntory agreed to acquire 
Beam Inc for $13.9 billion (total transaction value of 
$16.0 billion including the assumption of net debt).  

 Imperial Tobacco Group / Reynolds Amerian: 
Imperial Tobacco Group PLC of the UK agreed to acquire 
brands and other assets of Reynolds American for $7.1 
billion and certain assets of Lorillard Inc.  

 BC Partners / PetSmart: BC Partners Ltd of the UK 
agreed to acquire PetSmart  for $8.7 billion. 

Similar to 2013, Europe was the dominant region for US 
outbound investment during 2014. Investment into Europe 
as a percentage of outbound transactions (volume) 
remained flat relative to other geographies, while value 
increased. Asia Pacific was another leading area by volume 
for US investment abroad this year.  

However, Canada had the second largest US investment in 
terms of value with the Burger King acquisition of Tim 
Hortons for $13.4 billion. Activity in Canada also included 
Advent International’s acquisition of a minority stake in 
Lululemon Athletica for $845 million. 

Key outbound transactions included: 

 Walgreens / Alliance Boots: Walgreens exercised its 
option to acquire the remaining 55% interest in Alliance 
Boots of Switzerland from KKR & Co, Stefano Pessina, 
and other undisclosed shareholders valued at $15.3 
billion. 

 Burger King (3G) / Tim Hortons: Burger King, a 
majority owned unit of 3G Capital Partners Ltd, agreed 
to acquire Tim Hortons of Canada for $13.4 billion.  

 Archer Daniels Midland / WILD Flavors: Archer 
Daniels Midland agreed to acquire WILD Flavors of 
Switzerland from Rudolf Wild (65%) and KKR & Co 
(35%), for an estimated $3.1 billion. 

 Whirlpool / Indesit: Whirlpool agreed to acquire a 
60.4% interest in Indesit Company SpA of Italy from 
Fineldo SpA (42.7%), Merloni family (13.2%) and Ms. 
Claudia Merloni (4.4%), for $1.0 billion. Concurrently, 
Whirlpool planned to launch a mandatory tender offer to 
subsequently acquire the remaining 39.6% stake for $677 
million. The total deal is valued at $1.7 billion. 

 

 

 

Total deal activity (deals with disclosed value only) 

2013 2014 

(In USD million, 

except # of deals) Domestic Outbound Inbound 

Net 

Inbound 

(outbound) Total Domestic Outbound Inbound 

Net 

Inbound 

(outbound) Total 

Number of deals              80              41              36                    (5)            157    85     46  46                  - 177  

Total deal value  $76,172   $18,084   $29,420   $11,336   $ 123,677     $89,122   $43,018   $62,477   $19,429  $194,587  

Average deal value  $952   $441   $817   $376   $   2,210     $1,048   $935   $1,358   $422   $3,341  

Inbound deal activity 

2013 2014 

(In USD million, 

except # of deals) Europe 

Asia 

Pacific Canada ROW Total Europe 

Asia 

Pacific Canada ROW Total 

Number of deals               12                  7                 11                  6               36                   15                  15                 3                 13                46  

Total deal value  $4,860   $8,050   $13,988   $2,522   $29,420     $28,054   $20,146   $2,408   $11,840   $62,447  

Average deal value  $405   $1,150   $1,272   $420   $817     $1,870   $1,343   $803   $911   $1,358  

Source: PwC analysis of Thomson Reuters data for deals with announced value >$50 million only. 

Outbound deal activity 

2013 2014 

(In USD million, 

except # of deals) Europe 

Asia 

Pacific Canada ROW Total Europe 

Asia 

Pacific Canada ROW Total 

Number of deals               15                 11                  5                  10              41                  17                 12                  9                  8                46  

Total deal value  $7,850   $3,193   $1,314   $5,727   $18,084     $23,496   $2,297   $15,600   $1,625   $43,018  

Average deal value  $523   $290   $263   $573   $441     $1,382   $191   $1,733   $203   $935  
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Deal volume by sub-sector 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Source: PwC analysis of Thomson Reuters data for deals with 

announced value >$50 million only. 
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The retail and consumer sector continues to be driven 
largely by food and beverage transactions 

Sub-sectors 

The retail and consumer sector continues to be driven 
largely by food and beverage transactions both in terms of 
deal volume and deal value. For disclosed deals > $50 
million, food and beverage transactions accounted for 29% 
of R&C transactions in 2014. 

Total transaction volume within the food and beverage 
sector increased 44% from 2013 to 2014. Total transaction 
value for disclosed deals > $50 million in the food and 
beverage sector increased 2% to $57.5 billion from 2013 to 
2014, reaching a five-year high.  

Average deal size in the food and beverage sector decreased 
from $1.6 billion in 2013 to $1.1 billion in 2014. However, 
2014 experienced 11 food and beverage transactions >$1 
billion: 

 Suntory Holdings acquisition of Beam Inc for $13.9 
billion; 

 Tyson Foods acquisition of Hillshire Brands for $7.7 
billion; 

 Anheuser-Busch Inbev’s acquisition of Oriental Brewery 
Co for $5.8 billion; 

 Mondelēz International’s merger of its coffee business 
with DE Master Blenders for $5.0 billion; 

 Archer Daniels Midland’s acquisition of WILD Flavors of 
Switzerland from Rudolf Wild (65%) and KKR & Co 
(35%), for $3.1 billion. 

 GS Capital Partners’ sale of Michael Foods to Post 
Holdings for $2.5 billion; 

 Monster’s sale of its non-energy business to Coca-Cola 
for $2.2 billion; 

 Unilever (Conopco’s) sale of its pasta sauce business to 
Mizkan Holdings for $2.2 billion; 

 Lion Capital’s sale of Bumble Bee Foods to Thai Union 
Frozen for $1.5 billion; 

 Coca-Cola’s acquisition of Green Mountain Coffee for 
$1.3 billion and; 

 Crestview Partners sale of DS Services of America to Cott 
Corp for $1.3 billion. 

Agribusiness deal volume for transactions > $50 million 
remained flat in 2014 compared to 2013 at 6 transactions. 
However, total transaction value for disclosed deals > $50 
million in this sub-sector increased 470% to $50.0 billion 
from 2013 to 2014, reaching a five-year high. This was 
driven by Reynolds American’s pending acquisition of  
Lorillard for $27.4 billion and related transactions 
associated with Imperial Tobacco and British American 
Tobacco. 
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Sub-sector deals by volume Sub-sector deals by value 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Source: PwC analysis of Thomson Reuters data for deals with announced value >$50 million only. 

In 2014, transaction values increased for most sub-
sectors, with restaurants, agribusiness, and other 
consumer products experiencing the biggest growth 

Sub-sectors (continued) 

Grocery, drug, discount, and mass (including department 
stores) deal volume for transactions > $50 million declined 
to 15 deals in 2014, compared to 23 in 2013. However, this 
sub-sector had the third largest deal value, led by the 
Walgreens’ acquisition of Alliance Boots for $15.3 billion, 
the Dollar Tree’s acquisition of Family Dollar Stores for 
$8.5 billion, and Cerberus Capital’s  pending acquisition of 
Safeway for $9.2 billion. 

Restaurants deal volume for transactions > $50 million 
experienced a jump to 15 deals in 2014, compared to 6 
deals in 2013. This led restaurant deal volume as a 
percentage of R&C deal volume to increase to 8% in 2014 
from 4% in 2013 for deals >$50 million. Total transaction 
value for disclosed deals > $50 million in the restaurant 
sub-sector increased significantly to $20.2 billion in 2014 
from $1.1 billion in 2013, reaching a five-year high.  

For transactions > $50 million in the restaurant sub-sector, 
private equity played a pivotal role accounting for 73% of 
transaction volume. Restaurants saw four >$1 billion deals 
by private equity, including Burger King’s (3G) acquisition 
of Tim Hortons for $13.4 billion, Golden Gate Capital’s 
acquisition of Red Lobster Seafood Co for $2.1 billion and 
related transactions associated with American Realty 
Capital Properties, and the acquisition of CEC 
Entertainment by Apollo Global Management for $1.3 
billion.  

While electronics merchants, clothing outlets and 
department stores were among those posting sales declines 
in December,  the restaurant industry reported best 
comparative sales in 6 years in Q4. It also recorded the 
highest traffic in 3 years, mainly due to a falling gasoline 
price. We expect total restaurant deal activity (undisclosed- 
and disclosed- value transactions) to remain steady, 
especially as private equity and shareholder activists 
continue to see opportunities in early stage investments 
and to improve operating efficiencies coming out of the 
economic downturn. 
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Divestiture volume by sub-sector 

 

 

 

 

 

 

 

 

 

 

 

 

Source: PwC analysis of Thomson Reuters data includes all divestitures 

Divestiture volume and value 

 

 

 

 

 

 

 

 

 

 

Source: PwC analysis of Thomson Reuters data, includes all divestitures 
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In 2014, restructurings and spin-offs slowed compared to 
recent years and only two spin-offs were announced and 
completed during the year 

Divestures and corporate spin-offs  

In 2014, restructurings and spin-offs slowed compared to 
recent years which experienced heightened levels of such 
activity driven by companies reassessing their portfolios 
and trying to position themselves for an increasingly 
competitive environment.  

Four spin-offs were completed during 2014, Sears’ spin-off 
of its Lands’ End unit (which was announced in 2013), 
Kimberly-Clark’s spin-off of its healthcare unit (which was 
announced in 2013), mCig’s spin-off of its VitaCig unit and 
Libby Hill Seafood’s spin-off of its Bay Hill Seafood Sales. 
There are also several pending spin-offs including Barnes & 
Noble’s spin-off of its Nook business, Energizer Holdings' 
spin-off of its household products division, and Alliant 
Techsystems’ spin-off of its sporting group unit1. Longer 
term, we believe an increased level of shareholder activism 
may help spur spin-off activity and we expect spin-offs will 
remain a key strategy within the sector.  

R&C divestitures (including private equity, excluding 
corporate spin-offs) have comprised 33% of total R&C deal 
volume on average since 2009. R&C divestiture deal 
volume was down 4% compared to 2013, while divestiture 
deal value was up $4.0 billion, or 9%.  

Key divestitures during 2014:  

 Reynolds American’s sale of brands and other assets to 
Imperial Tobacco for $7.1 billion; 

 Mondelēz International’s merger of its coffee business 
with DE Master Blenders for $5.0 billion; 

 GE’s sale of its appliance business to Electrolux for $3.3 
billion; 

 Procter & Gamble’s sale of its pet food business to Mars 
for $2.9 billion; 

 Monster’s sale of its non-energy business to Coca-Cola 
for $2.2 billion; 

 Unilever (Conopco’s) sale of its pasta sauce business to 
Mizkan Holdings for $2.2 billion;  

 Darden Restaurant’s sale of Red Lobster Seafood Co to 
Golden Gate Capital for $2.1 billion; and sale of its 
restaurant properties portfolio of Red Lobster Seafood 
Co to American Realty Capital Properties for $1.5 billion 
and; 

 Archer Daniels Midland’s sale of ADM Cocoa to Olam 
International for $1.3 billion. 

Overall, we expect consumer-branded companies to 
continue to evaluate their portfolios and divest or spin-off 
products.  

2013 2014 

1.  Refer to the appendix page 21 for more details. 
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The broader IPO market was the most active market since 
2007; however, the R&C IPO market experienced a 
pronounced cool off from its record performance in 2013 

IPOs 

 R&C IPO proceeds were down more than 50% 
from 2013: R&C IPO proceeds were $4.5 billion in 2014 
compared to $10.3 billion in 2013. The slowdown in the 
R&C IPO market was primarily due to the weaker sector 
performance in the second half of 2014 as compared to 
record breaking performance in the same period in 2013; 
with 9 of the 22 IPOs and less than $1.2 billion, or 27%, 
of the annual proceeds compared with the same period in 
2013 which saw 19 of the 29 R&C IPOs and 68% of the 
proceeds for the year. The 2014 slowdown is also due to 
investors focused on other sectors such as healthcare, 
being fueled by the boom in biotech companies, and 
technology and financial services, both of which had 
several megadeals in 2014.  

 Average value for R&C IPO’s were down 43% in 
2014: The average R&C IPO in 2014 declined to $202 
million from $356 million in 2013 primarily as a result of 
two IPOs in 2013 exceeding $1 billion, compared to none 
in 2014. 

 The R&C sector’s share of the broader IPO 
market declined in 2014 compared to 2013: IPOs 
in the R&C space represented 5% of the total proceeds in 
the overall IPO markets and 8% of the volume in 2014. 
This is a decrease in both relative volume and value 
derived from R&C IPOs compared to 2013, where R&C 
represented 18% of the IPOs and 12% of value. The 
decrease in relative value is largely attributable to several 
$1 billion plus IPOs in the technology and financial 
sectors including the record-breaking Alibaba IPO ($21.8 
billion) and others such as Citizens Financial Group 
($3.0 billion) and Synchrony Financial ($2.9 billion) and 
no high value R&C IPOs in 2014 (only two R&C IPOs 
were greater than $0.5 billion).  

 

 Financial sponsors’ drove significant activity in 
the sector: Financial sponsors’ activity continued to 
increase in 2014 representing 19 R&C IPOs (83%), 
surpassing even the high activity seen in 2013, during 
which financial sponsors represented 72% of the volume. 
In 2014, financial sponsors represented $4.3 billion or 
95% of the proceeds, a sizeable increase from the robust 
2013 at 79%, and backed some well known names in the 
R&C IPO space: Michaels Companies, GoPro, Wayfair, 
Zoe's Kitchen and Papa Murphy's. Financial sponsors 
experienced strong returns on R&C IPOs in 2014 at an 
YTD average return of 33%, with GoPro leading the pack 
at 163% for 2014 year-to-date performance (as compared 
to IPO price). 

 R&C IPOs on average outperformed all other 
sectors except for healthcare in 2014: Average first 
day returns on R&C IPOs were 16% with year-to-date 
2014 returns of 24%, which was lower than the 
comparative YTD metric in 2013 of 35% and 2012 of 24%. 
However, R&C IPOs almost doubled the return of the 
S&P 500 which saw annual performance of only 11% in 
2014. The achievement of such high R&C returns in a 
market where gains have decreased from the IPO boom 
in 2013 was, in part, as a result of the success of several 
restaurant IPOs that on average realized first day and 
YTD returns of 61% and 55%, respectively in 2014. After 
GoPro’s high YTD returns, the next two best performing 
R&C IPOs were fast casual restaurants Zoe’s Kitchen 
(99.4%) and The Habit Restaurants (79.7%).  

 

IPO volume and proceeds trending 

 

 

 

 

 

 

 

 

 

 

 

 

Source: PwC’s IPO Watch 
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Average R&C company performance compared to IPO 

price 

 

 

 

 

 

 

 

 

 

 

 

Source: PwC’s analysis of public available information 

IPOs (continued) 

 

 

 

 

 

 

 

 

 

 

16 of the 22 (73%) R&C IPOs priced within or above the 
initial projected range, more than the overall IPO market 
which saw an average of 62% above or within the initial 
projected range. 

 

 

 

 

 The pipeline for R&C companies is down at the 
end of 2014 compared to Q3-2014: Twelve R&C 
companies filed for an IPO in the last 12 months seeking 
$1.6 billion in proceeds. The decrease from Q3 was not 
unexpected as the pipeline at the end of the third quarter 
was the largest seen in the sector in the post JOBS Act2 

market. Also notable is that the Q4 IPO pipeline is 
comprised of 8 companies that are non-EGCs which is 
opposite the R&C IPO market trend where 18 of the 22 
companies that went public in 2014 were EGCs. 
Consequently, we do not expect to see an active first 
quarter as non-EGC companies generally have a longer 
timeline from the initial public filing to effectiveness and 
Q1 tends to be slower as R&C companies await the results 
of the holiday selling season. 
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We expect investors to gravitate toward IPO exits in 2015 
as companies hope to accelerate their high-growth 
strategies 

 The R&C equity market is expected to remain 
strong and accommodative to raising capital into 
2015: The R&C IPO market in 2014 was overall less 
active than 2013, with over half of the R&C IPOs 
occurring in April, June and November and no R&C IPOs 
occurring in February and August. The slowdown in 
these months coincides with the financial reporting 
cycles of R&C companies. Unlike 2013’s strong 
performance in Q4, Q4-2014 did not see the same 
relative increase in activity. However, Q2-2014 almost 
doubled the activity seen in Q2-2013 demonstrating the 
volatility of the “IPO Window” and the importance of 
being prepared to take advantage of such windows. The 
equity market is expected to remain strong and 
accommodative to raising capital into 2015, although as 
seen in the last few years, activity will likely take a break 
to assess the holiday selling season. Further, with the 
higher than average market returns in the R&C sector, 
the expected positive impact on consumer behavior from 
lower oil prices, and overall economic health, we expect 
investors to gravitate toward IPO exits as companies 
hope to accelerate their high-growth strategies.    

Number of R&C IPOs 2012 2013 2014 

Above 6 11 5 

Within 9 10 11 

Below 7 8 6 

2. The JOBS Act allows Emerging Growth Companies (EGCs) to file confidentially 

with the SEC. Under the JOBS Act those companies that have elected to file 

confidentially with the SEC must file publicly 21 days in advance of their 

roadshow.  Recent quarterly trends demonstrate that most EGCs take advantage 

of this election and only file publicly when preparing to start their roadshow and 

go effective.  
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We remain optimistic that the retail and consumer sector 
will continue its positive momentum in 2015 

Conclusion and outlook 

The R&C sector has experienced a strong year in 2014 in 
regards to transaction activity, exceeding 2013 volume by 
13% and value by 57% for deals >$50 million.  This was 
largely driven by the highly active third quarter and mega 
deals. Transactions in the food and beverage (including 
alcohol) and food and beverage retailing sub-sectors 
continue to be the focal point for investment for both 
corporate and private equity.  

Consumers may be upbeat as they benefit from low energy 
prices, but the retail sales numbers signal they are not 
funneling that money into other purchases—at least not 
yet. Wage growth is slow, employment is growing slowly as 
well and income is not rising fast enough to give consumers 
a reason to spend at a faster pace, while they may want to 
repay their debt first. We expect consumers may remain 
cautiously optimistic in 2015 and companies will need to 
make key strategic choices around how they choose to 
serve the evolving demographics and consumer 
preferences. 

Despite global concerns, we expect U.S. deal makers will 
continue to be encouraged by low interest rates, record 
stock prices, improving employment numbers, and 
abundance of cash. According to PwC’s 2015 Annual Global 
CEO Survey, 51% of CEOs will enter into new strategic 
alliances or joint ventures over the next year. 

However valuations remain challenging. Corporate buyers 
who are thirsty for growth and have access to balance sheet 
cash and available financing are including larger synergistic 
premiums in their bids, which is causing a challenge to 
private equity activity despite the favorable financing 
environment. Add the pressure for financial sponsors to 
put capital to work, we see increased competition which 
leads to higher multiples and the need to have an objective 
disciplined M&A process to properly assess price versus 
value in today’s competitive deal environment and to 
implement a sound value capture plan. 

Key factors impacting the R&C deals market in 2015 may 
continue to include the following: 

 Companies continuing to expand omnichannel 
capabilities to increase their competitiveness, some of 
which will need to come through acquisitions. Branching 
out into other customer segments or distribution 
channels (and inherently blending with other sectors - 
i.e. technology healthcare, etc.) will present a challenge 
to the past approach to deal evaluation and value capture 
for these traditional R&C companies.  

 Continued shareholder activism in the sector, putting 
pressure on companies throughout the sector to more 
assertively articulate and execute on a focused strategy 
and efficient operations. 

 Investment by private equity investors in the retail- and 
restaurant- sectors, particularly as founder-owned 
companies seek growth capital and expertise to support 
expansion, while other underperforming businesses 
present turnaround opportunities.  

 Continued cross border activity as companies continue to 
invest in emerging markets to bolster stagnant organic 
growth in their home market and to drive growth from an 
expanding middle class internationally. 

We believe the consumer and retail landscape is poised for 
the next wave of portfolio shuffling. Leading companies will 
increasingly build their product offerings around 
distinctive capabilities systems, which could lead to more 
asset swapping and M&A activity as brands migrate to 
those environments in which they will thrive. It used to be 
enough to be big, but the traditional benefits of scale in 
manufacturing, marketing, and distribution are no longer 
sufficient to ensure success. Instead, scale around a select 
system of differentiated capabilities is the key to superior 
results on an ongoing basis. This realization is prompting 
many companies to rethink their portfolio and investment 
strategies. Our research shows that companies that pursue 
a capabilities-driven strategy in their M&A agenda tend to 
outperform others – and a focus on the underlying drivers 
of successful deal execution is critical in today’s deal 
environment3.  

 

 

3. Refer to related Spotlight article on page 14. 
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R&C trending by year 

 

 

 

 

 

Source: PwC analysis of Thomson Reuters data  

395 342 366 

987 1017 965 

0

50,000

100,000

150,000

200,000

250,000

0
200
400
600
800

1000
1200
1400
1600

2012 2013 2014

T
o

ta
l 
v
a
lu

e
 (

$
 i
n

 M
ill

io
n
s
) 

D
e
a
ls

 b
y
 v

o
lu

m
e

 

Non-disclosed Disclosed Value

R&C deal volume and value – Disclosed transactions 

Source: PwC analysis of Thomson Reuters data for deals with announced value >$50 million only. 

R&C deal volume and value trending 

 

 

 

 

 

 

 

 

 

Source: PwC analysis of Thomson Reuters data  
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Non-disclosed Disclosed Value

18% 

11% 

16% 
28% 

27% 

2012 

>$1B

$500M to $1B

$250M to $500M

$100M to $250M

$50M to $100M

15% 

17% 

18% 
25% 

25% 

2013 

16% 

9% 

22% 
29% 

24% 

2014 

$94.0B $123.7B $194.6B 

2012 2013 2014 

In USD million, except 

number of deals 

Number 

of deals 

Total deal 

value 

Number 

of deals 

Total deal 

value 

Number 

of deals 

Total deal 

value 

>$1B                  26            64,795                  23            85,745                     28           157,990  

$500M to $1B                  17            12,194                  27            18,776                      16             11,519  

$250M to $500M                  23              7,915                  28              9,820                      38             13,705 

$100M to $250M                  41              6,192                   39              6,318                      52               8,325  

$50 to $100M                  40              2,950                  40              3,018                      43               3,048 

Subtotal >$50M                147            94,045                 157         123,677                    177           194,587  

<$50M                248              3,605                 185              2,549                    189               2,594  

Total (with disclosed values)                395            97,651                 342          126,226                    366           197,181 

Source: PwC analysis of Thomson Reuters data 
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About PwC’s Deals business 

PwC’s Deals Practice professionals help corporate and 
private equity executives navigate transactions to increase 
value and returns. In today’s increasingly daunting 
economic and regulatory environment, experienced M&A 
specialists assist clients on a range of transactions from 
smaller and mid-sized deals to the most complex 
transactions, including domestic and cross-border 
acquisitions, divestitures and spin-offs, capital events such 
as IPOs and debt offerings, and bankruptcies and other 
business reorganizations. First we help clients with 
strategic planning around their growth and investment 
agendas and then advise on the business-wide risks and 
value drivers in their transactions for more empowered 
negotiations, decision making and execution. Clients can 
then expedite their deals, reduce their risks, capture and 
deliver value to their stakeholders, and quickly return to 
business as usual. 

Our local and global deal strength is derived from our deal 
professionals in 35 cities in the US and across a global 
network of firms, including Strategy&, which spans 75 
countries. The result is deals capabilities that include a 
unique combination of front-end strategy and deal 
origination, diligence, and post-deal value capture. In 
addition, our network firm PwC Corporate Finance 
provides investment banking services within the US. 

Companies who do not follow a disciplined approach to 
integration may not be as successful with their deals as 
those who do. A disciplined approach to integration helps 
achieve early wins, build momentum, and instill confidence 
among stakeholders. An integration roadmap can be 
helpful in pinpointing and executing a clear integration 
strategy before a deal is final. Adherence to some 
fundamental tenets of deal integration can guide 
companies along the path to a successful integration and 
allow managers to focus their efforts on sound strategy 
execution. Although every integration effort is unique, a 
company’s integration process should not be. 

Data and Methodology 

The information presented in this report is an analysis of 
deals in the retail and consumer industry where the target 
company, the target ultimate parent company, the 
acquiring company, or the acquiring ultimate parent 
company was located in the Unites States of America. Deal 
information was sourced from Thomson Reuters and 
includes deals for which buyers or targets have a target mid 
industry code that falls into one of the following mid 
industry groups: Apparel Retailing, Automotive Retailing, 
Computers & Electronics Retailing, Discount and 
Department Store Retailing, Food and Beverage Retailing, 
Food and Beverage, Home Furnishings, Home 
Improvement Retailing, Household & Personal Products, 
Internet and Catalog Retailing, Other Consumer Products, 
Other Consumer Staples, Other Retailing, Textiles & 
Apparel, and Tobacco. Certain adjustments have been 
made to the information to exclude transactions which are 
not specific to the R&C sector or incorporate relevant 
transactions that were omitted from the indicated mid 
industry codes. 

This analysis includes all individual mergers, acquisitions, 
and divestitures for disclosed or undisclosed values, 
leveraged buyouts, privatizations, minority stake 
purchases, and acquisitions of remaining interest 
announced between January 1, 2012 and December 31, 
2014, with a deal status of completed, intended, partially 
completed, pending, pending regulatory, unconditional (i.e. 
initial conditions set forth by the buyer have been met but 
deal has not been withdrawn and excludes all rumors and 
seeking buyers). Additionally, all spin-off transactions have 
been removed from the numerical and graphical 
presentations herein. 

Percentages and values are rounded to the nearest whole 
number which may result in minor differences when 
summing totals. 
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An Appetite for M&A: How Food Companies Can Buy 
and Sell Their Way to Competitive Advantage1  

 

The competitive landscape for the food industry is 
almost unrecognizable compared with what it looked 
like just a decade ago. Small niche players are finding 
their way into Walmart, Target, and other large retailers 
where they are going head-to-head – and winning – 
against established food giants. Many of those giants 
have split themselves into smaller businesses in order to 
better focus how they go to market. Where once “bigger 
is better” sufficed for a strategy, today companies face a 
host of challenges that are pushing them to rethink 
their business models. 

Is it time to think differently about growth? 
Capabilities-driven strategy  

The numbers tell the story: It’s no longer an asset-based 
game. Large, diversified food companies are struggling 
to compete with smaller, more focused enterprises. To 
excel in the marketplace, these companies need to be 
thinking beyond scale about what it is they do better 
than anyone else, whether it be a mastery of logistics or 
the ability to innovate around product packaging to 
extend their brands. When a food company focuses on 
the handful of things it does better than the competition 
– its “capabilities system” – and ties them together with 
its value proposition to customers, it is able to achieve a 
coherent, capabilities-driven strategy.  

In recent years, many consumer packaged goods (CPG) 
companies, both food and non-food, have begun to 
organize around capabilities, with the strongest ones 
emerging as “supercompetitors”. In many instances, 
these companies are divesting businesses that fail to 
leverage their capabilities systems, or breaking them 
into smaller components, each with its own capability 
system. In others, they are acquiring companies that 
strengthen or extend their capabilities system.  See 
Exhibit 1. 

Reorganizing around capabilities has profound 
implications for how companies execute M&A. What is 
the secret sauce that makes a deal successful? We 
conducted an analysis of deals completed in multiple 
industry sectors over the course of more than a decade2. 
We categorized each deal based on the degree to which 
the capabilities of the target were a good fit with the 
capabilities system of the buyer: 

 Enhancement deals:  The acquiring company adds 
new capabilities.  

 Leverage Deals: The buyer takes advantage of its 
current capabilities system by applying it to 
products and services from the target company. 

 Limited-fit deals: The deal ignores capabilities and 
does not improve upon or apply the acquiring 
company’s capabilities system in any major way.  

Not surprisingly, limited-fit deals generally fared the 
worst, and in many cases they actually destroyed 
value. On the other hand, companies that factored 
capabilities fit into their deal decision-making tended 
to realize better returns. The biggest premiums 
generally resulted from deals that leveraged the 
acquiring company’s already well-established 
capabilities system.  

Using a capabilities mindset to identify and 
evaluate acquisitions 

Achieving capabilities fit in an M&A transaction is not 
always easy, even when the deal is specifically 
designed to acquire or build on a company’s 
capabilities system. Take the recent case of a frozen 
food company that made the decision to acquire what 
it thought was a related frozen business.  The 
company’s rationale for the acquisition was that it 
would be able to leverage its production and 
distribution capabilities in the frozen category. As it 
turned out, there were some unique differences in 
processing and handling that made this difficult to do, 
setting the timeline for value realization back and 
limiting some of the expected synergies.  

So how does a company go about determining 
whether a transaction will leverage or enhance their 
capabilities system? It starts with self-knowledge: 
having a deep understanding of the three to six things 
the company does extremely well that comprise its 
capabilities system. Without that, the company will 
find it difficult to know whether an acquisition is a 
good fit or whether an existing business is a poor one. 

Capabilities-building should be central to M&A 
strategy, regardless of whether it is the rationale for 
every transaction. Companies need an understanding 
of what kinds of opportunities will leverage or 
enhance their capabilities systems. This means 

2. “The Capabilities Premium in M&A,” Strategy+business, Issue 66, Spring 2012. 

By J. Neely, John D. Potter 

1. Abridged from “An Appetite for M&A: How Food Companies Can Buy and Sell Their Way to Competitive Advantage,” PwC; Strategy&, forthcoming February 2015.  
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thinking about capabilities at the earliest stage of the 
process. They also need to evaluate their portfolios on 
an ongoing basis to determine which assets are core  to 
value-creation and which may prove more valuable in 
the hands of a different owner. By proactively 
identifying these businesses and positioning them for 
the optimal buyer before entering into a formal sale 
process, and focusing on the capabilities that drive 
value in the business, companies can improve their 
chances for commanding the best price, increase speed 
to market, and mitigate disruption to the core business. 

Executing the deal successfully 

Once a target has been identified, successful execution 
of the transaction calls for a robust deal process that 
helps the dealmaker assess and deliver the expected 
value –  a simple concept, yet difficult to achieve.  
Injecting a capabilities focus into the deal process will 
move the company towards consideration of such 
important issues as what is unique about the target’s 
capabilities system and how it uses those capabilities to 
create value for customers (see sidebar). A capabilities 
mindset is also important to post-deal planning, as the 
buyer sets out to integrate the target organization and 
determine how to allocate future investment.  

But the deal execution process must also focus on all of 
the drivers of expected value. By using each of the 
following four drivers as a lens to evaluate the validity 
and the soundness of the deal, and consistently using 
those lenses throughout the transaction process, the 
deal team will increase its ability to close a successful 
deal that realizes its potential:  

 Strategic fit:  Strategic fit is the reason the company 
has decided to do the deal in the first place. Buying 
the target company must advance the acquiring 
company’s strategy and, as discussed earlier, deal 
success will increase if the target company’s 
capabilities align with and enhance those of the buyer. 
Reinforcing that alignment throughout the deal 
process is what truly drives success.  

 Value capture: An important rationale for the deal 
is a belief on the part of the acquiring company that 
they are uniquely positioned to increase the value of 
the target organization over what it is currently able 
to deliver. The deal process needs to explore this 
assumption in greater detail and test the validity of 
expected value-generation strategies.  

 Cultural agility:  Cultural fit is often cited as a 
requirement for a successful deal. But no two 
organizations will be completely aligned when it 
comes to culture, especially those that have evolved 

 

over many years. The acquiring company needs to 
be adaptable enough to be able to assimilate the 
new organization without stifling those cultural 
elements that are crucial to value generation for the 
combined organization. 

 Price and terms: Negotiating the price and terms 
of the deal is where the rubber meets the road. The 
deal team goes into the transaction process with a 
set price their company is willing to pay and the 
terms they are prepared to extend. As the diligence 
process unfolds, they will uncover a great deal of 
new information. Some of it may have serious 
implications for the proposed purchase price – for 
example the discovery that the target company has 
a large unpaid tax liability. Other information will 
simply be a distraction.  The deal team needs to be 
able to screen out irrelevant information and only 
consider what is important to the negotiation itself. 

 

Diligence with a capabilities mindset 

 What is unique about the target company’s 
capabilities system? How does it create value for 
customers?  

 How does the target company’s capabilities system 
differ from our own? 

 If we are buying the company for its product and 
services portfolio (a leverage deal), are we sure that 
those products and services will thrive within our 
current capabilities system?  

 If we are acquiring the target company for its 
capabilities (an enhancement deal), will we be able 
to preserve and integrate them? 

 How will this newly integrated entity deploy and 
execute its evolving capabilities system?  

 Which facilities, processes, suppliers, and 
employees are critical to bring on board to combine 
or integrate the capabilities system? Are any of 
them (or any key customers) vulnerable to poaching 
by competitors? 

 

Conclusion 

M&A is likely to become increasingly important, not 
just in growing food companies, but in streamlining 
and focusing them. Getting those deals right is 
important – investors tend to judge companies 
harshly when deals fail to achieve their objectives. 
Making capabilities-building the foundation for deal 
decision-making will not only improve the likelihood 
of transaction success – it will also better equip 
companies to compete in today’s hungry food 
marketplace.  
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Exhibit 1 – Mergers and Acquisitions in the CPG Industry3 

3. “The New Supercompetitors,” Strategy+business, Issue 76, Autumn 2014 
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Appendices 

Top 10 corporate deals in 2014 

Rank Target name Acquirer name Date  

announced 

Status Sub-sector Sector Value 

($ mil) 

EV / 

Revenue 

EV / 

EBITDA1 

1 Lorillard Inc Reynolds American 

Inc. 

07/11/14 Pending Agribusiness Consumer 27,400   5.5x 12.8x 

2 Alliance Boots 

GmbH  

Walgreens 08/06/14 Completed Grocery, drug, discount, 

and mass 

Retail 15,262   0.9x 14.4x 

3 Beam Inc Suntory Holdings 

Ltd 

01/03/14 Completed Food and Beverage 

(including alcohol) 

Consumer 13,933   6.2x 19.8x 

4 Family Dollar 

Stores Inc 

Dollar Tree Inc 07/28/14 Pending Grocery, drug, discount, 

and mass 

Retail   8,529   0.9x 11.9x 

5 Hillshire Brands 

Co 

Tyson Foods Inc 05/29/14 Completed Food and Beverage 

(including alcohol) 

Consumer   7,727   2.1x 15.8x 

6 Reynolds 

American Inc 

Imperial Tobacco 

Group PLC 

07/11/14 Pending Agribusiness Consumer   7,056 N/A N/A 

7 Oriental Brewery 

Co Ltd 

Anheuser-Busch 

Inbev 

01/20/14 Completed Food and Beverage 

(including alcohol) 

Consumer   5,800 N/A N/A 

8 Mondelēz-Coffee 

Business 

DE Master 

Blenders 

05/07/14 Pending Food and Beverage 

(including alcohol) 

Consumer   5,000 N/A N/A 

9 Reynolds 

American Inc 

British American 

Tobacco PLC 

07/11/14 Pending Agribusiness Consumer   4,700 N/A N/A 

10 General Electric Electrolux AB 09/08/14 Pending Household & Personal 

Products 

Consumer   3,300   0.6x   9.4x 

1. ‘N/A' denotes transactions for which EV/EBITDA multiples were not disclosed. 

 

Source: PwC analysis of Thomson Reuters and Capital IQ, Inc data 
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Top 10 private equity deals in 2014 

Rank Target name Acquirer name Date  

announced 

Status Sub-sector Sector Value 

($ mil) 

EV / 

Revenue 

EV / 

EBITDA1 

1 Tim Hortons Inc. Burger King (3G) 08/24/14 Completed Restaurants Retail 13,397   4.3x 17.4x 

2 Safeway Inc Cerberus Capital  03/06/14 Pending Grocery, drug, discount, 

and mass 

Retail   9,200   0.2x   4.4x 

3 PetSmart Inc BC Partners Ltd 12/14/14 Pending Specialty Retail Retail   8,700   1.3x   9.0x 

4 Red Lobster 

Seafood Co 

Golden Gate Capital 05/16/14 Completed Restaurants 

 

Retail   2,100   0.8x   9.2x 

5 DeMoulas Super 

Markets Inc 

Arthur T. Demoulas and 

shareholders 

08/27/14 Completed Grocery, drug, discount, 

and mass 

Retail   1,500 N/A N/A 

6 CEC 

Entertainment Inc 

Apollo Global 

Management LLC 

01/16/14 Completed Restaurant Retail   1,300   1.6x   7.9x 

7 Lululemon 

Athletica Inc 

Advent International 

Corp 

08/07/14 Completed Apparel, Footwear and 

Accessories 

Retail      845   3.2x 11.2x 

8 Chobani LLC TPG Capital LP 04/23/14 Completed Food and Beverage 

(including alcohol) 

Consumer      750 N/A N/A 

9 Chiquita Brands 

International 

Sucocitrico Cutrale Ltda 

and Grupo Safra SA 

08/11/14 Completed Food and Beverage 

(including alcohol) 

Consumer      681   0.4x 12.6x 

10 Barnes & Noble 

Inc 

G Asset Management 02/21/14 Pending Specialty Retail Retail      672 N/A N/A 

1. ‘N/A' denotes transactions for which EV/EBITDA multiples were not disclosed. 

 

Source: PwC analysis of Thomson Reuters and Capital IQ, Inc data 
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Top 10 Purchase Price Allocation Statistics in 20141 

  As a % of Excess 

Consideration 

  

Closed Date Acquirer Target Transaction 

Value ($M) 

Intangibles Goodwill Trade Names Customer 

Relationships 

Favorable 

Leaseholds 

Other 

8/28/2014 

 

Tyson Foods, Inc. The Hillshire Brands 

Company 

 7,727 

 

51.7% 

 

48.3% 

 

46.2% 

 

5.4% 

 

0.0% 

 

0.1% 

 

4/1/2014 

 

Anheuser-Busch 

InBev SA/NV 

Oriental Brewery Co., 

Ltd. 

 5,800 21.2% 

 

78.8% 

 

21.2% 

 

0.0% 

 

0.0% 

 

0.0% 

 

1/28/2014 The Kroger Co . Harris Teeter 

Supermarkets, Inc.  

2,658 38.2% 61.8% 29.5% 0.0% 5.1% 3.6% 

6/2/2014 Post Holdings, Inc. MFI Holding 

Corporation 

2,500 53.1% 46.9% 8.6% 44.5% 0.0% 0.0% 

1/16/2014 CVS Caremark  

Corporation 

Coram LLC. 2,100 24.1% 75.9% N/A N/A N/A N/A 

1/2/2014 Advance Auto 

Parts Inc. 

General  Parts 

International, Inc. 

2,040 48.7% 51.3% 20.6% 21.2% 3.6% 3.2% 

6/18/2014 The Men's  

Wearhouse, Inc. 

Jos. A Bank   

Clothiers Inc. 

1,826 45.5% 54.5% 39.4% 4.0% 1.8% 0.3% 

1/7/2014 Darling  

International Inc. 

VION Ingredients 

Nederland 

1,635 39.5% 60.5% 2.6% 0.0% 0.0% 36.9% 

4/23/2014 Crown  

Holdings Inc. 

Mivisa   

Envases, S.A .U. 

1,200 26.7% 73.3% 1.2% 25.5% 0.0% 0.0% 

9/25/2014 

 

Amazon.com, Inc. 

 

Twitch Interactive, Inc.  

 

 862 

 

24.8% 

 

75.2% 

 

2.5% 

 

18.6% 

 

0.0% 

 

3.6% 

 

      Average: 37.3% 62.7% 19.1% 13.3% 1.2% 7.2% 

      Median : 38.9 % 61.1% 20.6% 5.4% 0.0% 1.8% 
 

1. Transaction data provided by Capital IQ, Inc.  Selected transactions represent largest retail and consumer products acquisitions during 2014 for which 

purchase price allocation results were disclosed. 

Source: PwC analysis of Thomson Reuters and Capital IQ, Inc data 
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Significant spin-off transactions in 2013 and 2014 

Rank Date 

announced 

Closing 

date 

Target 

company 

Status Sub-sector Sector Synopsis Value 

($ mil) 

1 02/01/13 02/25/13 Crimson Wine 

Group Ltd 

Completed Food and 

Beverage 

(including 

alcohol) 

Consumer Leucadia National Corp completed the 

spin-off of its Crimson Wine Group Ltd unit, 

a Napa-based producer and wholesaler of 

wines. 

  213 

2 02/25/13 Barnes & Noble-

NOOK Business 

Pending Specialty Retail Retail Barnes & Noble Inc, planned to spin off its 

NOOK business unit to its shareholders.  

 

N/A 

3 10/29/13 04/04/14 Lands’ End Inc Completed Internet and 

Catalog 

Retailing 

Retail Sears Holdings planned to spin off its 

Lands' End Inc unit, a retailer of apparel 

and home products. 

 

1,102 

4 11/12/13 A-Mark 

Precious 

Metals Inc 

Pending Other Retailing Retail Spectrum Group International Inc planned 

to spin off its A-Mark Precious Metals Inc 

unit. 

 

N/A 

5 11/14/13 11/01/14 Kimberly-Clark 

Heath Care Inc 

Completed Other Consumer 

Products 

Consumer Kimberly-Clark Corp completed the spin off 

its Kimberly- Clark Health Care Inc unit, a 

manufacturer of surgical and infection 

prevention products, to its shareholders. 

1,790 

6 02/25/14 11/28/14 VitaCig Inc  

 

Completed Agribusiness Consumer mCig Inc completed the spin off of its 

VitaCig Inc unit, a Bellevue-based 

producer and wholesaler of cigarettes, to 

its shareholders.  

N/A 

7 04/29/14 Alliant 

Techsystems-

Sporting 

Pending Other Consumer 

Products 

Consumer Alliant Techsystems Inc agreed to spinoff 

its sporting group unit, to its shareholders.  

 

N/A 

8 04/30/14 Energizer 

Holdings Inc 

Pending Other Consumer 

Products 

Consumer Energizer Holdings planned to spin off its 

household products division, to its 

shareholders. 

 

N/A 

9 10/01/14 10/01/14 Bay Hill Seafood 

Sales LLC 

Completed Restaurants Libby Hill Seafood Inc completed the spin 

off of Bay Hill Seafood Sales LLC, a 

Greensboro-based wholesaler of seafood, 

to its shareholders. 

N/A 

 

Source: PwC analysis of Thomson Reuters data 
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